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camp, Dr. R. Stone, April, p. 24 

Challenge 1992, part 4: An inside look at associ- 
ate pay (includes a compensation survey), O. 
McCafferty, CPA, April, p. 30 

You don’t deserve your salary...yet, Dr. J. Antel- 
yes, April, p. 54 

My way or the highway, Dr. R. Stone, April, p. 59 

Bringing associates up to speed—faster, Dr. A. 
Bush, April, p. 60 

Financial self-control: Don’t give in to debt, Dr. J. 
Slaughter, April, p. 64 

People 401: The class they never offered at school, 
Dr. P.R. Glick, April, p. 68 

On being an associate: A word from the trenches, 
R. Gants, April, p. 76 

Playing fair: A look at employment contracts, D. 
Madden, JD, April, p. 88 

What about restrictive clauses? D. Madden, JD, 
April, p. 92 

Equal pay for women: An issue for all DVMs, 
duly, p. 28 

Increase your profits by tracking productivity, Dr. 
M. Becker, July, p. 52 

Associate pay: 25 percent may be wrong, Dr. R. 
Clark, Sept., p. 64 


Please new clients with a “welcome” card, Dr. M. 
Becker, Jan., p. 26 

Clients come first in this drive-up hospital (Vet- 
icare Animal Hospital, St. Charles, Mo.), C. 
Lumetta, Jan., p. 62 

Client handout: A dog owner’s guide to parvo- 
virus, Dr. A. Culp, Feb., p. 23 

Take the static out of client/staff relationships, 
Dr. J. Antelyes, Feb., p. 64 

Today's clients want value, Dr. D. Lane, March, 
p. 48 

How do you respond to a client who says “That's a 
lot of money”? B. Levoy, March, p. 68 

People 401: The class they never offered at school, 
Dr. P.R. Glick, April, p. 68 

Your image belongs to your clients. Dr. P. New- 
man and D. Burns, May, p. 52 

Making peace with unhappy clients, Dr. M. Bec- 
ker, Aug., p. 60 

Clients with disabilities: Making them feel wel- 
come, B. Levoy, Aug., p. 69 

Three steps to dramatically increase your refer- 
rals, Dr. M. Becker, Sept., p. 72 

P.S.: Don’t forget the client’s emotions, Dr. J. An- 
telyes, Oct., p. 53 

How to take the annoyance out of exam-room de- 
lays, Dr. M. Becker, Oct., p. 58 
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Take action to keep burglars at bay, Dr. R. Stone 
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Commentary: Have we been asleep at the wheel? 
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No more hidden charges for this mixed animal 
doctor, Dr. R. Spain, Oct., p. 38 
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Avoid the costly cleanup of contaminated prop- 
erty, Dr. J. King, May, p. 84 

Getting one HVAC to do the work of three, D. 
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Merchandising: It works for him. Does it work for 
you? J. Lofflin, May, p. 36 
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you need to know, Aug., p. 32 
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feline practices, J. Lofflin, Aug., p. 34 

Is your practice in compliance with the ADA? P. 
Perry, Aug., p. 66 

Practice bogged down? You need a mission, Dr. 
G. Mayne, Sept., p. 22 

Special report: Compelling reasons to comply 
with OSHA, Sept., p. 26 

Boost your earnings through goal planning, M. 
Opperman, Sept., p. 46 

The next step to revenue: Know your options, T. 
Morrow, Sept., p. 52 
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T. Catanzaro, Sept., p. 56 

Take action to keep burglars at bay, Dr. R. Stone 
and J. Cichewicz, Sept., p. 82 

Looking for a location? Remember to count the 
cars, M. Strausser, Sept., p. 86 

Gather your employees under the OSHA umbrel- 
la, J. Lofflin, Oct., p. 60 

To get ready for OSHA, ask for an inspection, Dr. 
R. Koch, Oct., p. 67 

Expense check: Is your inventory under control? 
M. Opperman, Nov., p. 32 
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Gants, Nov., p. 58 
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Managing your practice and your investments— 
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Jan., p. 22: Charging for special procedures per- 
formed during relief work; Assign two part- 
timers to one job?; Rewarding an employee 
who's never been out sick 

Feb., p. 22: How to let go of an employee who's 
chronically ill; Tips on handing out office keys 
to your employees; What to do when bankrupt 
clients seek your services 

March, p. 24: Should a specialist receive a per- 
centage of gross profits?; Accountants who lose 
their certificates may cause problems; Training 
a technician to take on the duties of an office 
manager; Population ratios aren't foolproof 
when it comes to practice success; A question- 
able leasing arrangement 

April, p. 14: What's the best way to handle sky- 
rocketing health-insurance rates?; Bringing 
specialists into an emergency clinic may cause 
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May, p. 16: How to tell if an area can support an- 
other practice; What happens to a restrictive 
covenant when a doctor is forced out?; Merging 
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tion; Guidelines for accounts receivable and col- 
lection rates; Are reduced-cost spays and 
neuters tax-deductible? 
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discard copies of a rental agreement? 

July, p. 16: The rules on deducting mileage for 
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our charges for returned checks?; It’s unwise to 
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form emergency services; Concerns about set- 
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Dec., p. 14: Should I sell a portion of my practice 

shertly before retirement?; Separating the 

value of client records from other practice as- 
sets 


Special report: OSHA, MSDS, HCS—an alphabet 
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brella, J. Lofflin, Oct., p. 60 
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R. Koch, Oct., p. 67 


Set a strategy for your retirement now, Dr. J. 
Slaughter, March, p. 71 

Declare your independence with a retirement 
plan, C. Parisi, July, p. 65 


VETERINARY DENTISTRY, a special supplement to 
the February issue 

VETERINARY NUTRITION, a special supplement to 
the June issue 


TAXES 


Who can you trust at tax time? J. Block, LLM 
(Tax), Feb., p. 60 

April 15 is long gone, but the IRS may be right 
around the corner, J. Block, LLM (Tax), June, 
p. 32 

Don't worry! You can amend your tax return, J. 
Block, LLM (Tax), June, p. 33 

Special report: Tax relief for hurricane victims, J. 
Block, LLM (Tax), Oct., p.9 @ 
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